
WAIT! HOLD EVERYTHING! 
DON'T BUY A BALL UNTIL YOU SEE 

Burke-Worthington's New 
Indestructible 
RANGE BALL 

! ! ! IN-DE-STRUC-TI-BLEM! 
Imagine what this sensational new Range Ball will do for your overhead! Cut it way down! 
W-a-a-ay down! The Range Ball has everything . . . all the features you expect from Burke-
Worthington . . . the most uniform high compression range ball ever manufactured . . . plus the 
biggest plus you ever welcomed! The Range Ball is hacker-proof, wham-proof, indestructible! A 
tough, long-life, money-saver for you\ 

Your Burke-Worthington salesman will call on you soon, and give you all the fabulous facts. 

^ a d i v i s i o n o f V I C T O R G O L F C O . 

8350 N. LEHIGH AVE., MORTON GROVE, ILL. 60053 • TEL. 966-6300 (AREA CODE 312) 



have competent assistants who do 
an exceptionally fine job of run-
ning the shop. That enables me 
to devote much of my time to 
teaching." 

The shop at Charlotte CC, it 
should be noted, is one of the finest 
in the mid-South. And, Jim Van 
Norman, tvho has been Love's No. 
1 assistant for the last two years, 
recently was named head pro at 
Asheville (N.C.) CC. 

Love's preparation for teaching 
goes somewhat beyond the five 
years he has worked as an assist-
ant and head pro and the three 
years he played the circuit. He at-

You learn from the pupil. 

tended the University of Texas and 
played collegiate golf for three 
years under Harvey Penick, the CC 
of Austin professional who dou-
bles as the Longhorn coach. Pen-
ick does more than teach the young 
men on his team how to improve 
their games and win matches for 
old U of T . He is as much inter-
ested in imbuing them with an 
appreciation of the game and a 
deep-rooted knowledge of how it 
should be played as he is in knock-
ing over the opposition. Penick, in 
short, teaches a player how to 
teach. 

Heard I t Before 
"It's a funny thing," says Davis 

Love about his former coach, "but 
every time I come up with what 
I think is a new idea about teach-
ing, it eventually occurs to me 
that I learned it from Harvey Pen-
ick. Wes Ellis will tell you the 
same thing." 

After getting his degree, Love 
planned to immediately get into 
professional golf but he was de-
toured for two years by the Army. 
But even with that he came up 
smelling of persimmon, as the say-
ing goes. Somebody somewhere in 
a G. I. personnel office decided 
that since Dave had a golf back-
ground in college, he should be 
assigned to teaching golf and not 
misplacing parts as an aircraft me-
chanic. It was one of those rare 
departures from the Army's usual 
snafued way of doing things. 

Love ended up in Korea run-
ning a 9-hole course for American 
G. I.s and Korean officers. Most 
of his time was occupied with 
teaching. The Koreans, by the way, 
proved to be exceptionally agile 
players and many of them shot in 
the 90s after only two or three 
months of instruction and practice. 
"It is too bad," says Love, "that 
the country doesn't have more than 
two or three courses and that 
more Koreans aren't able to play 
golf. They'd produce some bril-
liant golfers in a few years. 



" B e s t system we e v e r insta l led ! In use 
at ou r ' 8 t h Tee Shack ' a n d S w i m m i n g 
Pool Snack B a r . " 

WILLIAM W. E R C O L I N I , Manager 
Woodland Golf Club 

Like Bill Ercolini, Manager of the Woodland 
Golf Club, Newton, Mass., (pictured above), 
club managers across the country say Stewart 
Sandwich Service is the ideal way to REDUCE 
LABOR COSTS, S P E E D - U P SERVICE, E L I M I N A T E SPOILAGE, IN-
CREASE PROFITS! You, too, will find this service is the perfect way to 
provide members with a wide variety of delicious toasted sandwiches . . . at 
no increase in labor and without preparation costs or left-overs! 

STEWART 
Sandwich Service 

VERSATILE . . . 
Stewart S a n d w i c h e s can be s o l d 
anywhere . . . at P O O L S I D E S N A C K 
B A R S , P R O - S H O P S , G R I L L E R O O M , 
B A R , M I D W A Y H O U S E or C A D D Y 
S H A C K . Al l you need i s a l l O - v o l t 
out let and 2 s q u a r e feet of space! 

HOW STEWART SERVICE 
W O R K S . . . 
Refr igerated Stewart t r u c k s del iver , 
on a regular schedule, the r i g h t 
n u m b e r of tasty , cel lophane-wrapped 
Stewart Sandwiches to meet y o u r 
feeding r e q u i r e m e n t s . 

FREE OVEN LOAN . . . 
Y o u are loaned, free of charge, the 
in f ra- red cooker ies you need to toast , 
i n m i n u t e s , plenty of sandwiches 
to meet the demand. 

HERE'S WHAT STEWART SERVICE 
WILL DO FOR YOU! E l i m i n a t e l o s s e s 
due to lef tovers , spoi lage • E l i m i n a t e 
d i s h w a s h i n g • Reduce pe r sonne l 
• Speed-up service • E l i m i n a t e extra 
cos t s of food preparat ion and s e r v i n g 
• Keep you supp l ied wi th a var iety 
of de l ic ious , cel lophane-wrapped 
s a n d w i c h e s made f r e s h dai ly. 

Find out how your club can enjoy the benefits of Stewart Sandwich Service. 
Check your local 'phone book, or write today for complete details. 

S T E W A R T I N - F R A - R E D , INC. • FONTANA, WISCONSIN 



Toro announces 

Swivel, 
bucket seats 
Give you "sport car" comfort, 
easy exit. 

Four "Wheel 
suspension system 
. . . w i th low center of gravity for greater safety. 

This handsome, new Golfmasterf car 
wil l be available nationally in a matter 
of weeks. We honestly believe it wi l l 
outperform any other car being made. 
But rather than make all kinds of 
claims, we simply suggest you 
read the facts. Then make 
sure you see the new 
Golfmaster before you buy 
even one new car. 

Unique, single 
battery pack 
Complete battery bank 
pulls out quickly, 
cuts d o w n time. 

All'day 
operation 
from one charge w i thout 
worry ing about 
breakdowns. 

fExclusive mark of Toro Mfg. Corp. 



: all'new golf car! 

MAIL COUPON FOR COMPLETE FACTS 
To: Toro Manufacturing Corp., 

8111 Lyndale Ave. South, 
Minneapolis,Minnesota 55420 

• Please send me complete infor-
mation on your new Golfmaster 
Car 

• I would also like a demonstra-
tion on my course 

Name 

Golf Course 

Address 

-Street- _Zip Code 

TORO 

Unitized, 12'gauge, 
steel frame 

Delivers unusual strength. 
Tough, 3 -p ly Fiberglass body. 

Plus: One-year guarantee. 
New 2 - w h e e l disc brake 

locks on hills. Releases w h e n 
you press accelerator. 

Trouble- f ree G-E Moto r delivers 
speeds up to 10 mph. Hinged, 

rear body sect ion provides 
easy access . . . and so much 

more, inc luding a realistic p r i c e — 
we 've included the c o u p o n below so you can get complete informat ion. 

Exclusive, 
swing-away 
Steering wheel Lets you steer 

f rom either seat or middle posit ion. 



Many are gymnasts and tumblers and 
their sense of timing is far superior to 
ours." 

Used an Interpreter 
T h e Charlotte pro imparted his instruc-

tion to the Korean players through an in-
terpreter. This gave him a new appreci-
ation of the value of communication, the 
inadequacy of which he feels greatly 
hampers golf instruction. "Whi le T was 
teaching there," he says, " I realized that 
I had to learn to express myself more pre-
cisely than I ever had before. But even 
that was not adequate. As teachers we 
just can't find the words many times to 
describe the feel or sensation we want to 
impart to the pupil. If the pupil acci-
dently stumbles upon it he, in turn, can't 
always tell us if he has grasped it. All 
either of us can do is try to describe it as 
precisely as we can and hope to come 
close in getting through to each other." 

As an example of the communication 
barrier, Love tells how last summer he 
was working with a pupil who simply 
couldn't pivot correctly. " I explained that 
I wanted him to pivot without swaying," 
Davis recalls. " I used 'spin', 'pivot', 'turn' 
— every word I could think of, but to no 
avail. 

Word Was Elusive 
"Finally it dawned on the pupil. 'Oh, 

you want me to twist,' he said. That was 
it exactly, only I wouldn't have thought 
of the word, simple as it is, all afternoon. 
When the pupil grasped exactly what I 
was after he had no more trouble. 

"Which brings me to the conclusion," 
Love adds, "that most pros should occa-
sionally sit down with a dictionary or a 
word-finder and enlarge their vocabularies. 
Someday I hope somebodv is able to 
write an instruction book that describes 
the precise feeling that is felt in the dif-
ferent parts of the swing rather than the 
mere mechanics. I t would probably take 
a genius to do it ." 

Next to knowing how to express him-
self, the Charlotte shopmaster thinks the 
best thing a teacher can bring to the les-
son tee is enthusiasm. If it begins to wane 
after five or six hours, or less, the pro 
is better off to go back to the shop for 
the rest of the day and send his assistant 
out. Love's reasoning is that the pupil 

Ladies PGA Spring-
Summer Schedule 

Mar. 18-21-St. Petersburg Inv., Sunset G C -
$10,000 

26-28—Allstate Ladies Inv., Colonial CC, 
Jackson, Miss.—$8,500 

April 2-4 —To be announced 
9-11—To be announced 

16-18-To be announced 
23-25—Pensacola Ladies Inv., Scenic Hills 

CC—$8,500 
April 30—May 2-Peach Blossom Inv., Spartan-

burg (S.C.) CC—$8,500 

May 7-9 -Shreveport Kiwanis Inv., Palmetto 
CC, Benton, L a . - $ 8 , 5 0 0 

14-16—Muskogee Civitan Inv., Muskogee 
(Okla.) CC—$8,500 

20-23—Dallas Civitan Open, Glen Lakes 
CC—$14,000 

28-30—Babe Zaharias Open, Bayou Din 
GC, Beaumont, Tex . -$8 ,500 

June 4-6 -Blue Grass Inv., Hunting Creek CC, 
Louisville—$8,500 

10-13—Women's Western Open, Beverly 
CC, Chicago—$8,000 

18-20—Cosmopolitan Women's O p e n , 
Macktown GC, Rockton, 111. — 
$8,500 

25-27—Lady Carling Open, Turf Valley 
CC, Ellicott City, Md.-$ 10,000 

July 1-3 —USGA Women's Open, Atlantic 
City CC, North field, N. J. -
$10,000 (min.) 

has as much right to expect five dollars 
worth of attention and interest at five in 
the afternoon as he does at nine in the 
morning. 

So, how does a pro maintain his enthu-
siasm for lesson giving? 

Desire Counts Here, Too 
First, he has to like to teach. Second, 

he has to be devoted to teaching on a 
regular schedule and not treat it as a fill-
in or a favor he is granting the player. 
Third, there is a little bit of good in the 
worst of golfers. The pro has to learn to 
look for it and, after discovering it, get 
the golfer himself enthused over the one 
thing he may be able to do well. T h e 
oro has to be honest about it; he shouldn't 
fabricate the good movement just to make 
the golfer happy. 

T h e reward in getting the golfer en-
thused comes in making the lesson easier 

(Continued on page 134) 



Ju s t like Ed G o d w i n . . . every year m o r e a n d m o r e of the 
c o u n t r y ' s l ead ing go l f c l u b s upe r i n tenden t s a r e d i s cove r i n g 
that Nat iona l C h e m s e a r c h i s the lead ing s upp l i e r of c h e m i c a l s 
spec ia l l y fo rmu la ted a n d prepared to keep go l f c o u r s e s in 
c h a m p i o n s h i p fo rm. 

Ed G o d w i n u s e s a n d r e c o m m e n d s T U R F K I N G , t he fast work ing , 
l iquid fertilizer with Deepeno l 60 for deeper penetrat ion. 
F E R A T E — l iquid iron che la te for qu ick g r e e n i n g power, excel-
lent for before- tournament app l i ca t ions to g r a s s a n d turf. 
C -A -D Fung ic ide, e l im ina te s Snow-Mo ld , C o p p e r Spot a n d 
Do l la r S p o t . . . l ong - la s t ing a n d powerful. T U R F T O N I C — he lp s 
p r omote healthier, d e n s e r turf. Con t a i n s Deepeno l 60 for m o r e 
effective penetration. D E E P K I L L — e l im inates w e e d p r ob l ems 
faster becau se of spec ia l deep-ki l l ing act ion. Ideal for con-
tro l l ing C r a b G ra s s , Ch i c k Weed, C lover a n d G r o u n d Ivy. 
C H E M - E S T E R 123 — the a l l -purpose w e e d killer spec ia l ly 
d e s i g n e d for u s e o n go l f c ou r s e s . . . effect ive o n all k i nd s 
of turf. 

All Nat iona l C h e m s e a r c h turf p roduct s are in c ompa t i b l e l iquid 
f o r m . . . c a n be m i xed with each other to m a k e both a n 
economica l and powerfu l c o m b i n a t i o n s p r a y . C h e m s e a r c h turf 
p r oduc t s save t ime a n d money . 

L o o k i n g for a n a n s w e r to y ou r go l f c o u r s e ma i n t enance 
p r o b l e m s o r . . . other m a i n t e n a n c e p r o b l e m s . . . call or write 
Nat i ona l C h e m s e a r c h a n d one of our h i gh l y t ra ined repre-
senta t i ve s will he lp y o u f ind that an swer . W e h a v e the experi-
ence . . . we ' ve been s o l v i n g ma i n t enance p r ob l ems , t h r o u g h 
research, s i nce 1919. 

NATIONAL 
CHEMSEARCH 
CORPORATION 
P. 0. Box 10087 • Dallas, Teas 75207 
Dallas • St. Louis • New York 
Los Angeles • Toronto 
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When groups such as the Caro l inas Seniors come in, sportswear sales at Whisper ing Pines usually start 
jumping. This is because golfers are in a holiday mood, aren't counting their money a n d are buying freely. 

Pro Does More 
Than Run Shop at 
New Resort Club 
Whispering Pines, fust becoming well 
established, depends on Avery Beck 
to bring golfers in, make their stays 
so congenial they'll want to come back 

By J O E D O A N 

l||fhen Avery Beck moved, in 1961, from * — 
" the Kinston (N.C.) CC pro job to the 
new Whispering Pines Club, located near 
Pinehurst in America's golf heartland, 
he had the usual misgivings that come 
with making a change. He was leaving 
a spot where he had been head pro for 11 
years and had established himself in a » -

Avery Beck (I) a n d his son, Larry, operate the resort 
shop. Young Beck is also a PGA circuit p layer . 



comfortable paying position for a fling 
with a resort operation, surrounded by 
ten other courses in an area covering not 
much more than 30 square miles. Beck's 
ticket, when it was written, didn't include 
all the customary guarantees. There was 
a chance he could lose some money. 

There never has been any lack of 
vacationing golfers who descend upon the 
Sandhills area of North Carolina, but by 
the same token there isn't any lack of 
lodges and courses there to serve them. 
Where golf is involved, competition 
thrives in this part of the country. If 
legendary Pinehurst,. with its 90 holes, 
Mid-Pines and Southern Pines don't make 
land developers think twice about sinking 
their money in golf resorts, then perhaps 
the others will. But Whispering Pines 
seems to have filled a need. It has been a 
profitable venture, practically from the 
day its 18 holes were put into play a 
little more than three years ago. 

In Building Stage 
Maybe this is due in a large part to 

Avery Beck. He is not only the pro but 
the club's goodwill agent and public re-
lations man. As yet Whispering Pines 
doesn't have a clubhouse. The planned 
$15,000 to $50,000 homes are at the 
moment widely scattered through a huge 
development that it is hoped eventually 
will have several thousand residences. The 
resort lodge on U.S. Highway 1 is nearly 
five miles from the golf course. So, that 
means that the club's comfortable pro 

Club sales ordinari ly leave something to be de-
sired at a resort course, but this attractive display 

tempts women visitors. 

shop has to be the hub of the entire 
community until the development starts 
to fill in. And, it makes the pro more than 
just a person who operates the golf shop. 
He fronts for the whole organization. 

Beck, of course, was aware of the pic-
ture when he took the Whispering Pines 
job. He hasn't yet decided what finally 
prompted him to make the move, but he 
feels that it was a combination of the 
superb 6 ,900 yard course that architect 
and builder, Ellis Maples, threaded 
through the loblolly pines, and the fact 
that a resort operation has a lure that 
perhaps a club job doesn't offer. Too, 

there may have been some-
thing of a pioneering urge 
involved. 

Shortly before Beck was to 
take over in the new spot, he 
qualified for the 1961 PCA 
event at Olympia Fields in 

Pro at a resort club has to know 
how to brew g o o d coffee and rustle 
up tasty sandwiches because snack 
bar may be located in golf shop. 



Huge, U shape practice green, located in front of the pro shop at Whispering 
Pines, is said to be the largest in the Carolinas. 

Chicago. Anticipating that most of Whis-
pering Pines' patronage would come from 
the Midwest and Eastern states, he com-
bined his trip to the Championship with 
a business junket that took him into sev-
eral northern states where he did some 
market research. Visiting shops in Pitts-
burgh, Baltimore and Hartford as well as 
Chicago, Beck was able to compile a 
comprehensive list of merchandise that 
Northern pros were reasonably sure 
Northern golfers would buy when they 
came to play a resort course in the South. 

The idea worked out well. Beck was 
able to concentrate his original investment 
on golf goods and equipment that moved 
quickly off the shelves and racks and 
gave him relatively rapid turnovers in his 
first year at Whispering Pines. The profit 
he realized that first year gave him a 
solid base for expanding his business the 
second year. He feels that a study of the 
market he is going into is vitally important 
to a man who is moving into a new club, 
or is changing jobs. Setting up an inven-
tory without checking to see if it has a 
good chance of moving can result in a 
large share of a pro's funds being tied 
up in merchandise that eventually will 
have to be sold at a sacrifice, or possibly 

Golfers may be lured into false feeling of security 
on the front nine because they don't see water. 
But this large lake confronts them in a couple of 

spots sn the back side. 

won't sell at all. When this happens, 
chances of expanding the shop inventory 
are set back or possibly knocked out 
completely. 

Depends on Salesmen 
The Whispering Pines pro depends 

heavily on the 20 or so golf manufacturer 
reps who visit him each month. They not 
only keep him abreast of what is develop-
ing in the way of new lines and the golf 
market in general, but they give him any 
number of good ideas for displaying mer-
chandise. "There are two or three of these 
fellows who are very adept at display," 
Beck says. "I have them look over our 
setups and give their opinions as to how 
they look. I feel that they give us a fresh 
slant. Display is a very important part of 
resort shop merchandising. Players are 

(Continued on page 86) 


